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When it comes to hot water boiler 
protection, only a 
GuardDog has bite. 


extensive property loss, or even worse. automatically shut down the boiler 

Because of this, many industry experts should the water level drop below 

and boiler manufacturers agree: the lowest safe level prescribed by 
the manufacturer. 


“All steam and hot eEasily sells to protection- 
water boilers shall conscious homeowners as a 
» be protected with smart, affordable add-on. 


cDonnell & Miller 
ITT Fluid Technology Corporation 


a low water cut-off e Trouble-free installation and 
control.” simplified wiring. I my 
eA valuable service for your 3500 N. Spaulding Ave. 


customers. Chicago, Illinois 60618 
International Mechanical Code, Phone: (773) 267-1600 


Low Water Cut-Off, 1007.1, 1996. Fax: (773) 267-0991 
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